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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: Our goal is to increase our average monthly pre owned units from 22 to 40 by June 30th 2022.

 while cutting down our aged inventory to 75 days and reducing our wholsale volume focusing more on retail sales.




	1_2: The direct benefits will be increased profitability. reducing floor plan cost. more opportunity to sell. better reconditioning procedures. more motivated sales staff.
	1_3: consequences of missing these target can be and increased floor plan cost, slow moving inventory. reducing potential sales gross due to having aged pieces. less motivated staff selling units at a loss.
	When will you start: Our goal is to start April 1st 2022
	1_6: We will be gauging our progress in multiple ways. First and foremost will be the number of used units sold each month during the second quarter of 2022. each month we will be gauging our days in inventory striving to reduce our days in stock to the desired 75 day mark. the result will happen with the combination of pricing online, and a more focused approach to wholsaling slower moving units, and focusing our efforts to more efficient reconditioning.
	1_8: Each week we will have a meeting between the service manager, sales managers and the marketing team to tackle the specific goals. We will use the following reports to help us gauge our successes and shortfalls. We will pull our current inventory list from provision which will show our days in stock, current pricing and ranking in the market for each unit, along with the days in stock. prior to this meeting we will also identify how many leads we have had on each unit with its lead source. we will also review our tracking log for reconditioning.The meeting will start by looking at our outsanding reconditioning and how we faired the week prior to reducing our time to get units ready to sell. We will also look at our average cost of reconditiong to assess if we need to adjust our biding process to account for specific items needing to be fixed in the shop, all while managing to stay competitive. We will then focus on how effieciently we are getting our units presentable to market ie on the website and priced effectively with comparible units and incentives. we will then assess which units are effectively marketed and looking which units might need to be wholesaled. It is believed that with this improved communication that our goals can be meet with great success.
	1_9: -unknown cost upon reconditioning inspections.

-unforeseen staff illness.

-Increased comparible units in the market

-incentive changes with competitors in new market

- financing options

-compeditors.
	1_11: -increased communication within the departments.

- back up staff to keep work flow undisturbed.

- watchful eye on competitors pricing strategy.






